Transfer price negotiations are important to managers as they influence both their own and other divisional profits. These transfer prices are affected by both economic factors (market prices) and behavioral factors including fairness on judgments about negotiated transfer prices. In the current study, we examine whether the impact of accounting information on managers' transfer price expectations are affected by the way accounting information is framed (either as potential gains or potential losses) and the managers' perception of the other negotiation partners' objective (whether their partner's objective involves high or low concern-for-others). These expectations are important as they directly affect the costs and outcomes of negotiations.
INTRODUCTION
Transfer pricing is the price of a product or service that is transferred internally by the centres of responsibility (division) in a decentralized company (Sugiri, 2009) . Negotiating the price of the transfer is very important for managers because it affects the profits of the business unit managers as well as corporate profits as a whole. Based on previous research showing that the transfer price is influenced by economic factors (market price) and the degree of concern for others (social) such as behavioural factors during the negotiation process, including fairness in the process of negotiating agreements (Luft, et al., 1997) .
Some research in the study of negotiation gives an overview there is still a potential difference of the effectiveness of negotiations that can affect a negotiator to be biased perspective on the negotiation process either before, during, and after the negotiation process. Negotiations become a very common method used by companies to determine the transfer price (Ghosh, 2000) . Watson and Baumler (1975) states that the negotiated transfer pricing models benefit the organization as a potential vehicle to integrate the goals of the organization of the various divisions goal, despite having weaknesses can cause distortion performance measurement emphasize negotiating power of the dominant function than performance-based economy. The agreement becomes outcome of negotiated transfer prices affect earnings for managers associated with the negotiation process and also affect company profits when quality and price become an important element of the negotiation process itself. Although the external market conditions exist, the transfer price negotiations become a very useful control mechanism to create a balance between economic considerations and social considerations are spacious with an interdependent business units (Kachelmeir, et al., 2002) . While Bazerman (2000) conducted a study to investigate how the perception of the negotiators of the negotiation situation that affects the output of the negotiations. Lipe (1993) and Luft (1994) also concluded in their study that the framing of problems affecting the assessment and the manager on duty preferences and other domains (such as variance investigation and option contracts). Several studies above show that the presentation of the monetary equivalent options such as profit, loss, bonuses and penalties affect how managers frame the issues and make judgments.
This study examined the effects of variables that affect the self-serving bias in coverage of transfer prices by using two perspectives simultaneously, namely the framing effect and purpose of negotiation partners are expected to affect the level of managers consideration in determining their own output. For example, the perception that says that the negotiating partners have a degree of concern for the other party causes higher profit managers their business unit and received fewer transfer price. With the use of these two perspectives of researchers tried to explore a more comprehensive understanding of how the negotiation process works and how to overcome obstacles in the negotiation process in order to achieve a more effective negotiation stage.
RESEARCH METHODS Design Research
This study was designed in the form of experiments in order to test the hypothesis by using a 2 x 2 x 2 between subjects design. Three independent variable is the role of the manager of the negotiations (experimental participants act as buyer or seller), framing effects (positive or negative frames frame), and the degree of concern for the others (the high or low level), the dependent variable in this study is the negotiated transfer prices. The participants were also given a question to indicate the lowest prices expected that the seller is willing to accept that level (the seller's reservation price). closer picture of the ability, experience, and behaviour management accountants, participants must meet the requirements that participants have graduated from courses in Management Accounting and Management Control Systems (MCS). Participants will be divided into two parties, namely the seller's business unit managers (parts) and buyer's business unit managers (assembly) by taking a random card. The negotiation process will take place during the round that lasted about 30 minutes. Instructions will be presented to the participants to independently negotiate and negotiate with a new partner or have never negotiated before, or so-called turnpike design. The design is intended that no participants who have the same negotiating partners.
Validity, Manipulation Checks and Pilot Test
Validity test is done to determine the extent of the ability of the instrument to measure what it is supposed to measure (Cooper and Schindler, 2006) . According Nahartyo (2010) there are four types of validity that is popular among researchers that statistical, internal, construct and external validity. In the application of research theory, such as experimental research design is more concerned with the internal validity than external validity. Internal validity must be supported by a strong statistical validity. It is necessary to generate the validity of the results of experiments that gave priority to internal validity as an essential condition for the absence of this, the validity of experimental results become useless. Internal validity problems associated with the design of experiments that should be seriously considered. Internal validity of this study will also be strengthened by doing manipulation check, exit questionnaire, as well as a pilot test.
Manipulation check is used to determine the understanding of the treatment given. Manipulation checks for the condition of the role of the manager is done by giving the question whether the role of participants in the earlier negotiations. To answer this first manipulation check, participants were asked to choose one answer that is the role of seller division manager or buyer division manager. As for the manipulation check, the framing conditions is to give you true question seeks to gain additional benefit or not benefit. To answer this manipulation check, participants were asked to choose one correct answer is "Yes" or "No". Furthermore, for the manipulation check on the condition of consideration for the other party is to give the question of whether you are interested in maximizing the return on your own division or maximize profits for both divisions. To answer this manipulation check, participants were asked to choose one answer is "Yes" or "No". From the results of the manipulation checks are carried out, all the respondents who total 216 people (100 percent) has answered the question correctly manipulation check. Questionnaires cover given to know the understanding of the subject on a given case. In the first stage are given four questions to make sure participants understand the context of the transfer price of a given story. Tabulation of results, the number of participants who answered correctly all questions of 75.9 percent, which is the correct answer 3 of 4 questions of 18.5 percent and the correct answer 2 of 4 questions of 5.6 percent. This means, the context of the story that transfer prices experimental material can be well understood by all participants. And at the last stage, in addition to the manipulation check participants were asked to review the respondent's identity data that is already filled.
While the pilot test intended to provide a complete picture and gather feedback and suggestions for improvement, so that when the main experiments performed, errors and any shortcomings can be minimized. The pilot test in this study, has been done 2 times. The first pilot test consisted of 18 participants who were considered to have failed by researcher, because in addition to the instruments that are less represents the intent of the study, design of experiments is still considered not too clear by the participants. Meanwhile, second pilot test consisted of 24 participants. The participants of experiments different with the first pilot test and considered successful because the second pilot test illustrates the situation and the expected results on the main experimental conditions.
Experimental Procedure
Experiments were performed in all participants' meeting in accordance with the adequacy of each group manipulation conditions. There are 5 experimental groups. Group A consisted of 16 participants, group B consisted of 42 participants, group C consisted of 44 participants, group D consisted of 60 participants, and the group E consists of 54 participants. Thus, the total number of participants was 216 participants experiment. Experimental subjects are students who have finished taking courses in Management Accounting and Control Systems. Researchers contacted lecturers on a predetermined schedule and request time for 45 minutes to conduct experiments. Researchers began experimenting with introducing self sufficient researchers and other information while distributing instruments randomly to all students who have requested voluntary willingness to participate in this experiment.
In the implementation of the experiment, I was assisted by two assistants to support the experiment. The assistants assigned to distribute and collect research instruments. Upon completion of all phases, I tried to explain briefly about what they want through experimentation, as well as opportunities for participants to ask questions about this experiment.
Following the steps of the process of experiments that have been performed: 1. Participants who have entered into randomly paired classrooms (division buyers and sellers) by using the card, and then occupy a seat that has been provided by the presence of the distance between the pair of the other spouse. Afterwards, participants will be given experiment experimental materials such as books and sheet main assignment randomly distributed in accordance existing cell (cell 8 experiments). The main book contains general information, checking personal inclination, cases, role, and questions questionnaire. While the assignment book will be used in the next stage to get an understanding of the level of judgment against a partner experiments in each group. 2. I expressed early experimental protocol and contains information order, and some of the common things that it is necessary to know the beginning. In this section, the researchers stressed the need for participants to work on all phases that exist with seriousness and sincerity. And in appreciation of the seriousness and sincerity, participants will be given an incentive prize (door prize) in the form of USB that has been inserted into each envelope. Each end of the stage, researchers will draw the lucky participants, and the assistant will make corrections to the work of each step to determine the feasibility of participants to get a prize. The prize is intended to motivate them to be serious in every stage of the existing work in the series of experiments conducted by researchers. 3. Experiments carried out in three phases with a total duration of 45 minutes. The first stage, the time allowed +/-5 minutes. Participants will get a little explanation of the experiment, and then asked to fill out a questionnaire data themselves participated in the experiment. Entering the second phase, the researcher explained the conditions that will be encountered participants in this stage. Further researchers asked participants to open the second stage together, carefully read and consider carefully the illustrations given case. Participants were asked to condition ourselves as indicated in the illustration given case, and perform the appropriate tasks as instructed. Then answer the questions provided in accordance with the perception of the perceived and experienced. Time for the second phase is +/-30 minutes. In closing, participants were asked to answer all remaining questions that manipulation checks and questionnaires after the process of negotiating to get a clear picture of the course of the negotiation process in this experiment for +/-10 minutes. While the last 5 minutes is allocated for other things such as a door prize draw. 4. At the end of the meeting, researchers do not forget to thank the sincere and provide the highest appreciation to all participants of the experiment and describes the experiments carried out by leaving a message to be willing to be contacted directly or indirectly, if need more detail on experiments that have taken place.
DATA ANALYSIS AND RESULTS

Characteristics Data
In general, respondents who follow the description of the experiment can be seen in detail in the table below. The table above shows that the respondents in this study were 216 students / student that all educational background Accounting Bachelor (S1) of Unika Soegijapranata Semarang. They consisted of 69 men (31.9 percent) and 147 women (147 percent). The average age of respondents was 20-24 years (91.2 percent), there were 18 (8.3 percent) under the age of 20 years and only 1 (5 percent) over the age of 24 years. I conducted an analysis of variance and the result was no statistically significant difference between each treatment condition for gender and work experience. As for age and educational background is clear there is absolutely no difference between any of the treatment conditions. From the description contained in the above table, it can be concluded that all respondents generally have similar characteristics, so that I can be confident that the respondent is randomly placed in each experimental treatment condition, has the equivalence or having equivalent characteristics. It is important to ensure that the threats to internal validity that the selection has been able to be controlled, so I believe that the results are actually derived from the treatment given.
Testing Hypothesis 1
To test hypothesis 1, I used Analysis of Variance (ANOVA) with attention to the significance of the difference between the two averages comparable conditions. The following are the results of statistical testing of the hypothesis 1. The descriptive statistics in table further indicate that the difference in estimated transfer prices between sellers and buyers under gain frame condition (Rp56.290,00 -Rp41.900,00 = Rp14.390,00 ) was lower than that under the negative frame condition (Rp68.000,00 -Rp37.900,00 = Rp30.100,00). Hypothesis 2 was also confirmed by the results which explains the significant interaction between role and frame (F = 15 429, p = 0.000). Thus, the second hypothesis is supported.
Testing Hypothesis 3
Hypothesis 3 examined the effect of the negotiation partner's objective on managers' transfer price judgements. Both buyers' and sellers' transfer price expectations would be lower if they were negotiating with a partner with high concern-for-others (Rp54.710,00 + Rp41.960,00 = Rp96.670,00) than if with a partners who had low concern-for-others (Rp67.980,00 + Rp38.330,00 = Rp106.310,00). The difference is shown in table as a significant interaction effect between role of negotiator with other parties concerned (F = 18 741, p = 0.000). Thus, the hypothesis 3 is supported.
Additional Analysis
I also take measurements of the experimental participants after the negotiation process (post-negotiation). Here is a summary of the results of the questions after the negotiation process related to satisfaction with the agreement negotiated between the buyer and seller division. Based on the above table, it can be explained that the overall course of the negotiations between buyers and sellers division went very well. To the level of satisfaction with the agreement negotiated division buyers have a higher level of satisfaction than the seller divisions namely 21.8 percent and 16.2 percent. Related to satisfaction in getting profit, division seller has a higher satisfaction level of 23.1 percent while 18.5 percent buyer division. Other results show that the negotiation process does not undermine the confidence of participants both buyers and sellers for the division of the overall negotiations, the division of 16.7 percent buyers and sellers of 17.1 percent. The results further show that for division associated neutral buyers feel his ability as a negotiator in the amount of 14.8 percent while the seller was very competent division related to his ability as a negotiator in the amount of 14.4 percent. Based on the above table, it can be related to the satisfaction of negotiation partners. There is no difference between the division with the degree of concern for the other party high and low associated principles and values that they had during the negotiation process that is equal to 22.2 percent and 21.8 percent. As for negotiators who have a high level of awareness of other parties have a very positive impression of herself that is equal to 21.3 percent and for negotiators who have a low level of awareness of the other party feel neutral towards himself that is equal to 17.1 percent. Other results showed that the negotiators who have a high awareness of other parties feel strongly consider other hand 17.6 percent contrary to the negotiators who have a low awareness of other parties was not considering the other party of 16.7 percent. This reinforces that the negotiators who have high levels of high concern for others they really consider the other side and vice versa. The results further showed that the negotiators who have a high level of awareness of others find it very easy to reach a negotiated settlement in the amount of 20.8 percent. As for negotiators who have a low level of awareness of others feel neutral with respect negotiated agreements in the amount of 18.1 percent. Concerns associated with other parties to the interest and consideration in the process of negotiation, negotiators who have a high level of concern for the other party feel very concerned about the interest and consideration of other parties in the negotiation process that is equal to 18.1 percent, while for negotiators who have a low level of concern for the other party feel neutral towards interest and consideration of other parties in the negotiation process that is equal to 15.3 percent.
MANAGERIAL IMPLICATION
Choice of respondents who are students of undergraduate program majoring in Accounting can be a matter of debate in determining whether the relevant enough to describe the condition of the negotiations manager in the real world. Although I have my own arguments to claim that this design can represent what is desired by this study. Students of undergraduate program majoring in Accounting as respondents in this study have completed courses in Management Accounting and Management Control Systems (MCS). This indicates that respondents have understood the context of negotiated transfer pricing well so with the understanding held by respondents to describe the condition of the negotiations manager in the real world.
CONCLUSION
Three important conclusions that can be drawn in this study, namely: 1. This study provides empirical evidence that the framing described by prospect theory, theory of economic man, behavioural decision theory, the dual concern models, and social presence continuum have significant effect on the behaviour of managers in determining negotiated transfer prices. 2. This study shows that the negative framing/losses will worsen the self-serving bias managers and improve estimated transfer prices between the buyer and seller. 3. This research can also proved that the degree of concern for the other party has a significant impact on the judgment in particular the transfer price for the seller division.
